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TO: ALL RSM’s AND MANAGERS WITH McLANE DIVISIONS 



FROM: PAUL LETOURNEAU 


RE: 


MARCH 6TH McLANE/RJR PARTNERSHIP MEETING 


On March 6th, RJR had an important all day meeting with McLane's National Sales Managers and the 14 
division's Vice President of Sales and other hey McLanc people. 

At this meeting wc presented an industry and C-slore/gas overview, wholesale profitability model, 
industry' retail contracts, AIM reports, retail profitability tools and also, our AE’s broke up with their McLanc 
counterparts, 

Philip Morris followed us on March 7th with a similar formal. 

The outcome and feedback from the two day session from McLanc was: 

• Exclusivity by any company is not in the best interest of the retailer. Coexistence is the correct 
concept for the long term benefit of the retailer and McLane. 

• Long term buydowns of savings category items docs not benefit the retailers bottom line and, in fact, 
hurts category profits. 

« More often now than ever, McLanc or the Direct Account servicing retail is being asked to be the 
category advisor and lo render opinions on how to manage the category and McLane needs a 
manufacturer Partner lo assist them to make these recommendations to their customers. 

During tire afternoon breakout meetings, one-on-one sessions were conducted and objectives and next 
steps issues were determined for each of the 14 national chains serviced by McLanc. Fiori, Young, Owens, 
Piscitclli, Gecting, Gesmundo, as well as K AMs Moreland and Washburn, set up the second sessions on the 6th. 

it was agreed by upper management and the 14 McLanc division VP’s that a similar formal be conduclcd 
at each division. The RJR managers with McLanc divisions with division VP of Sales will identify the top 5 
chains they control and send this list to McLane and me. 

The next step is to establish a date to conduct these meetings. RJR RAM’s and AM’s with these chains 
will also be involved. In the very near future, I will contact you as to who needs to attend and the dale of each 
meeting. 


I am extremely positive that this is the start of a triple win scenario for McLane, RJR and the retailer. If 
there arc any specific chain opportunities that you would like us to address that McLanc services, please contact me 
so they may be included, 


Sincerely, 

P. A. LETOURNEAU 


Source: https://www.industrydocuments.ucsf.edu/docs/qtgyOOOO 
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